America, discusses professional conference 

planning services. 

Convention Services Companies For 
Offshore Meetings 

Convention Trends & Practices 


The results of a LIMRA survey concerning 

convention practices. 

51 Tips For Planning And Conducting 
Successful Meetings In Commercial 
Facilities 

by J. Downs Herald 

Ideas For Meetings 

by drew F. Kimbacher. 

The Computer: A Valuable Member Of 

The Conference Staff 

by John Zeltin. 

Meetings For 12 And Under 

The “Executive Parlor” had been created by Hyatt 


Hotels Corp. and United Airlines to cater to the 
smaller meeting. 


Planning The Big One April ’79 
John Zeltin has some thoughts on handling the sheer 
volume of a large convention. 


Producing The Best Ever April ’79 
Mike Lanin conceptualizes the production 
opportunities of the “best ever.” 
Professional Meeting Management: A 
Meeting Planner’s Ten 
Commandments 
by James E. Jones. 


Professional Meeting Management .... Feb. ’80 
Structuring the business program: workshops/ 
concurrent sessions, says James E. Jones 


Give your meeting the best of both worlds. The 
superb, newly redecorated meeting facilities and 
accommodations, cuisine and service of one of 
the world’s great hotels. Plus the excitement of 
sailing, scuba diving, fishing and swimming on 
3,000 feet of Cable Beach. Soundproof room 
dividers, closed circuit tv, anew PA system and 
independent meeting room air conditioning 
controls are just some of the new features. Ideal 
for groups of 30 to 800. For all the facts, call our 

Director of Sales collect at 305-871-1830. 

Or mail the coupon. 
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Sales Meetings: Getting The Message 
Across 


Selecting A Production Company 
by Ted Charles. 


The Time For Plain Talk Ils Before—And 


Marta Hayden, Monterey Conference Center stresses 
the importance of direct communication with all 
parties involved. 


Who Pays If The Show Doesn’t Go On? . . Oct. 


Working With A Travel Firm 


John D. Zeltin, CLU, discusses the benefits offered by 
travel firms. 


CONVENTION HIGHLIGHTS 
A Family Affair April ’80 
Alexander Hamilton’s “Aculpulco Amore.” 
A First Time Success June ’79 
William J. Powis, Summit National Life, reveals his 
program for motivating the sales force. 
A Recipe For A Memorable 
Experience 


Warren R. Nash, CLU, examines the success of his 
Hawaii convention. 


African Adventure ’80—The Story 
Behind A Safari 


John T. Rucker, Ill, First Colony Life, rewards 300 
qualifiers with a camera safari to Kenya. 


CLU Objective: The Best Meeting Ever . . April’79 
Rod Abraham describes the basic approach to 
planning and implementing this major meeting. 
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NWNL’s Hawaii Convention Acclaimed 
As ‘Return To Paradise’ 
NWNL “Top Ringers” Discover The 
New Nation Of St. Lucia June ’79 
Frank Anton, Northwestern National Life, rewards his 
top qualifiers with a trip to the Caribbean. 
The Best Laid Plans . "80 
Lee P. Derkay, CAE, describes the unexpected 
budget problems that beset his Hawaii meeting. 
The Magic Of Professional Growth 79 
Bankers Life’s Walt Disney World convention is a 
tribute to success. 
The MPI Fall Conference 
Highlights of the 1979 Fall Educational Conference in 
Los Angeles 
To: Mr. Benjamin Franklin 
Peg Mahoney, Showcase Associates, Inc. discusses 
the meeting schedule of the MPI conference held in 
Philadelphia. 


CRUISES 


A Ship’s Log—insurance-Style 
A day by day account of PIA’s Seminar-At-Sea. 


Robert T. Bersell, Independent Insurance Agents of 

New Mexico, Inc. describes why a cruise-convention 

was chosen for his 1980 meeting. 

Some Keys To Unlocking The 
Promotional Opportunities 

Steven Hacker, examines the reasons why cruises 

have become such a popular travel alternative. 


ENTERTAINMENT 


impromptu Solutions April ’80 
Often they're the best says William A. DiGleria, Family 

Life Insurance. 
The Fun Part April ’79 
Sandi Cottrell tours the CLU world of entertainment in 

San Diego. 


FOREIGN MEETINGS 


Court Reverses N.Y. Superintendent’s 
Ruling In Sec. 213 Case 
Foreign Meetings Tax Legislation 


James E. Jones discusses tax deductions in relation 
to the Omnibus Tax Reform Bill. 


Two For The Price Of One: A Primer On 


Post-Convention Trips 
by E. Harmon Hodge. 


A Good Speaker Is Worth A Thousand 
Pictures 

Bob Radke, Manager of Education Meeting Planners 

International, suggests basic procedures to follow to 

obtain the best speaker for your program. 

Complimenting Your Audience 

The ultimate compliment is to have a speaker who will 

make them feel important, privileged and honored, 

says Greg Elam, Great American Reserve Insurance. 

Entertainment—A Four-Letter Word....Feb. 

Edward H. Lester, Lester Productions, explains the 

importance of utilizing entertainers as motivational 

speakers. 

Guidelines For Selecting Guest 
Speakers 

by John Palmer, National Speakers Bureau, Inc. 
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How To Be A More Effective Speaker .... Feb. 

Sherie A. VanGelderen, National Association of 

Furniture Manufacturers, and Stanley H. Stearman, 

CAE, National Society of Public Accounts offer their 

thoughts. 

How To Give A Talk 

John Richters, Jr., Indianapolis Life Insurance offers 

advice. 

Program Content And The Role Of The 
Speaker 

James M. Bartow offers guidelines for confirming a 

speaker and insuring an effective presentation. 

Q &AFor CNA 

Art James, TV personality and head of Art James 

Productions, points out the advantages of supplying 

quiz shows for meetings and conferences. 

Spellibinding Tips Guaranteed To 
Entrance Your Prospect 

Tips from Seymour Frank, a professional hypnotist 

and a professional insurance salesman. 


HOTEL NEGOTIATIONS 
Booking Your Group Into A Newly 


Opened Hotel—How Risky? ......... April 
Bob Devoe discusses the pros and cons. 


HOTEL RESERVATIONS 


A hotelier’s look at the hotel reservation process. 


INCENTIVE PROMOTIONS AND 
CAMPAIGNS 


An Incentive Travel Package That Really 

Stands Out April 
M. M. Simons, Unigard Insurance Group, suggests a 
Calypso Cruise. 


A Primer For The New Incentive 

Planner . 80 
Joel Grossman has developed a list of guidelines. 
Basic Sales Campaigns : re 
Joseph Jennings, Massachusetts Mutual, says old 
concepts can be creatively revised. 
Commissions Aren’t Everything .’79 
Recognition is better than the cash, holds Bernard 
Dworizan. 
Incentives For Learning More About 

Incentives 79 
Jo Rifkin, E.F. MacDonald, describes the factors 
involved in a successful incentive program. 
Incentive Travel 
Insurance conference planners and travel suppliers 
express viewpoints and ideas. 
Make Your Convention Work For You ....Feb.’79 
Oliver Horsman, National Home Life, shows how 
conventions combined with sales campaigns make 
dollars do double duty. 
Motivation Through Travel 
How to set up an incentive travel program that’s 
guaranteed to bring results. 
Prize Levels—Choosing The 

Right One 
Greg Elam, Great American Reserve, believes in a 
systematic approach. 
Sales Incentives 
We surveyed the industry. Here is an outline of our 
findings. 
Travel Incentives For Insurance Sales. .. June’79 
Jo Rifkin, E.F. MacDonald Travel Company, explains 
why planning incentive travel involves more than 
ultra-imaginative itineraries. 


June ’79 


June ’79 


INSURANCE CONFERENCE PLANNER 





POST-MEETING EVALUATION 


A Conference Survey 

Andrew F. Kinbacher, Columbian Mutual 

discusses the importance of a post-meeting 

questionnaire. 

How To Evaluate A Meeting’s 
Effectiveness 

by Martin J. Bell. 


Life, 


REGIONAL MEETINGS 

For The Smaller Meeting 

Regional Meetings In The Napa Valley . - Oct. 
The Philosophy Of The Attitude 


Readjustment Hour 
by Chuck Strauss. 


SALES CONTESTS 
Gone Fishin’ Oct. ’80 


NWNL promotes a contest to Sportman’s Lodge in 
the Canadian wilderness. 


SITE SELECTION 

“Carrera de Las Indias” 

William Dillon, Safeco Insurance Companies, 
chooses Madrid and explains how he made it a 
SUCCESS. 

Where Do We Take Them Next? June ’79 
William Conboy, of MFA Insurance Companies, says 

“the Netherland Antilles!” 


June ’79 


University Meetings 
Get a conference “down to business” in a campus 
atmosphere. 


SPOUSE PROGRAMS 


A Family Atmosphere 

Mary Frances Farmer discusses the spirit of sharing 

and doing things together at National Farm Life. 

A New Breed Of Spouse Programs ....April ’79 
Betty Stark suggests ways of providing spouses with 

the “something different.” 

A Timely Spouse Program 

Tom Lukens deals with an important—if not very 
cheery—subject. 


Confessions Of A Conventiongoer’s 


April ’79 


April 79 
Margie Meldman leads the way with a discussion of 
the changing times and the new requirements of 
spouse programs. 


Eight Years As Mrs. 35260 April ’79 


Betty Fennell, in the kind of spouse program that “telis 
it like it is.” 


TRAVEL 
Legislative Update 


Free or reduced-rate air transportation. 
Transportation And Travel 
Arrangements 
James E. Jones, CLU, Connecticut General Life 
explains how to take the hassle out of coming and 
going. O 


‘Grove Park Inp eet 


_and Country Club. 
‘Best Bet in the -: 
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Blue Ridge Mogites ane 


1981 GROUP INCENTIVE PACKAGE 
3-NIGHTS MINIMUM — 20 ROOMS 


$ per person 
"a double occupancy 


Deluxe, air-conditioned guest 
room with color TV and telephone 
Breakfast and dinner daily 

Two full days of golf, including 
green fees and golf cart rental (2 
persons per cart) 


Three full days of tennis 


One cocktail reception, including 
hot and cold hors d'oeuvres 


Admission for full tour of the 


Estate. 


Use of the Health Club 





14 separate meeting rooms accommodating 10-1,000 


Free chaise lounge at the pool 
Unlimited use of 2 swimming pools 
All North Carolina State Sales Tax 
famous Biltmore House & @ All food and beverage gratuities 


Gardens, including lunch at 
Deerpark Restaurant on the 


A tour of the Biltmore Homespun 
Shop and Antique Car Museum 


Grove Park Inn 


And non Club 


Asheville, North Carolina 28804 
(704) 252-2711 


National Sales Office 
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